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Action Luncheon Steals the Show 


appliance industries who have been 

in the forefront of the drive for 
an accelerated merchandising program 
stepped into the spotlight and literally 
stole the show in the Coats-off-For-Ac- 
tion luncheon held on the closing day of 
the American Gas Association conven- 
tion in St. Louis last month. 

Seven hundred gas company and gas 
appliance men jammed the Gold Room 
of the Jefferson Hotel, for the largest at- 
tendance ever recorded at a convention 
luncheon, and listened to Frank Smith, 
James Oates, Dean Mitchell and Lyle 
Harvey present the picture of the gas 
industry’s future in terms of both the 
Opportunities and the responsibilities of 
every man in the audience. 

Peeling off his own coat, Frank Smith, 
retiring AGA president, and the gas util- 
ity industry’s most fervid and effective 
advocate of new 
merchandising 
and selling tech- 
niques, invited his 
audience to forget 
the complacency 
of former years, 
and take the offen- 
sive in the battle 
for new and en- 
larged markets for 
gas service and gas 
appliances. 

“We may well 
take our hats off to the past,” he said, 
“but we must take our coats off to the 
future.” 

Emphasizing the philosophy of action 
that has marked his entire administration 
as AGA president, he pointed out that 
the industry must recognize new and 
more exacting responsibilities to both 
customers and stockholders alike. In the 
competitive field, he counseled, neither 
ask nor give quarter—meet the competi- 
tive issues squarely—realize that our 
customers buy gas service and not just 
gas. Only through the creation and sale 
of better appliances can the gas industry 
see any hope for the future. 


| sein of the gas utility and the 


Frank C. Smith 


James F. Oates, Jr. 

James F. Oates, Jr., chairman, The 
Peoples Gas Light and Coke Company, 
Chicago, a comparative (1948) new- 
comer to the gas industry, but an ardent 
and voluble champion of utility promo- 
tion, posed the rhetorical question, “Has 
gas got it,” and answered that “the fault 
is with ourselves and not with our fuel if 
we haven't.” 

Industry cooperation must be a real- 
ity, not merely a phrase, he stated. This 
cooperation is equally important to com- 
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panies engaged in production, transmis- 
sion and distribution of gas. 

“We are members all of one body,” he 
quoted, and the 
unsolved prob- 
lems of any single 
company eventu- 
ally affect the 
problems of all 
companies. He re- 
minded his audi- 
ence that the 
AGA PAR plan is 
basic to the suc- 
cess of the newer 
Gas Industry De- 
velopment Pro- 
gram. On allocation of PAR _ plan 
funds, he urged that more attention be 
given to fundamental research, as dis- 
tinguished from applied research, point- 
ing out that the 1954 allocation of funds 
contemplates spending only 16% of the 
research appropriation on investigations 
of a basic and fundamental nature. 

American Industry, on the average, 
spends 242°, of its revenue on research. 
It the gas industry would spend even 1%, 
the total would be $30 million, instead of 
the $950,000 that was appropriated in 
1953. 

On the subject of public relations, he 
said that as the gas industry serves the 
best interests of the public, it is impera- 
tive that the public know and believe 
this. 

“We cannot rationalize failure to do 
our share,” he said in closing. “The great 


James F. Oates, Jr. 

















need today is for confidence in American 
Business. We can inspire that confidence 
by courage and acceptance of our re- 
sponsibilities. Let us believe in ourselves; 
let us ‘cling to faith, beyond the forms of 
faith’ .” 


Dean H. Mitchell 


Dean H. Mitchell, president, North- 
ern Indiana Public Service Company, 
newly-elected second vice-president of 
AGA and one of 
the missionary-ex- 
ecutives who per- 
sonally sold the 
development pro- 
gram to many gas 
utilities, selected 
for his subject, 
Both Feet on the 
Gas. 

Now is the time 
when we are mo- 
bilizing all our 
sales and service 
armament for aggressive action, said Mr. 
Mitchell. 

“We recognize that we are facing ag- 
gressive and well-planned competition 
for the residential and commercial load. 
The competition, is consolidating and 
energizing its forces to meet and over- 
come us.” 

The first requirement in any area, the 
speaker pointed out, is that the utility 
know its market potential. 

“How can we assume responsibility 
for adequate sales without such knowl- 
edge—and how can we accumulate the 
information without adequate market 
surveys,” he asked. 

He advocated utility support of those 
manufacturers who assume their share 
of the advertising and promotional re- 
sponsibility. 

“Let us support those manufacturers 
who do a top job, and withdraw our sup- 
port from those who don’t,” he advised. 

The gas utilities should enlist all their 
employees in the selling program and 
keep them informed of progress. “The 
job cannot be done by just the sales force 
alone,” Mr. Mitchell emphasized. 

He also cautioned the industry at large 
not to sit back and wait until results from 
the ten cities, pioneering the program, 
are all in and reported. 

“Every city from coast-to-coast should 
join these experimental cities now,” he 
said. “From the wellhead to the customer 
we must all pull together.” 


D. H. Mitchell 


Lyle C. Harvey 


Lyle C. Harvey, president, Affiliated 
Gas Equipment, Inc., a member of Gas 
Appliance Manufacturers Association’s 
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ALL COATS WERE OFF AS INDUSTRY LEADERS STRESSED ACTION 


Below, Frank C. Smith urging Coats Off for 
Action audience to take the offensive and help 
the gas industry to enlarge its markets. 
Seated, left to right are James F. Oates, Jr., 
chairman, The Peoples Gas Light and Coke 
Co., Chicago; Lyle C. Harvey, president, Affil- 
iated Gas Equipment, Inc.; and Dean H. 
Mitchell, president, Northern Indiana Public 
Service Co. 





Above, part of the capacity crowd of 750 gas 
industry executives who attended the Coats 
Off for Action luncheon during the AGA con- 





vention in St. Louis. 








board of directors 
and a leader in the 
early development 
of the Gas Indus- 
try Development 
Program, was the 
final speaker at 
the luncheon, with 
his address on 
Shadow Boxing 
Can’t Win. 

“In my book,” 
he said, “There 
are two teams, one of manufacturers and 
one of utilities. It is one team with a com- 
mon objective—a common crusade— 
that of gas industry leadership.” .. . 
The utilities can’t win, they can’t even 
exist without the public acceptance and 
use of modern gas appliances, any more 
than can the manufacturers without an 
adequate supply, and a public accept- 
ance of, the most modern of all fuels 
cos ms.” 

“Year after year we gather and listen 
to each other at these meetings. . 
We become temporarily enthused over 
new promotion plans merchan- 
dising gimmicks . . . advertising pro- 
grams . . . then we go home and noth- 
ing is done. 

“We have a job to do, and a big one. 
Do we have what it takes to do this job, 
in appliances, in promotion, in advertis- 
ing, in marketing studies, in merchandis- 
ing plans? 

“Our quality lines of gas appliances 
compare very favorably with those of- 
fered by the competition. . . . When 
we consider the PAR program and all 
that it means, the product advertising of 
the manufacturers and our sales plans 
and programs . . . we can hold our 


Lyle C. Harvey 
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heads high . . . we have sales programs 
—good ones—market survey material 
and good sales plans and programs.” 

Speaking of gas utility responsibility, 
he said, “Manufacturers must always 
have before them the economic facts of 
life. . . . If utilities want more engi- 
neering and development, product up- 
grading, better appliances with more sex 
appeal, more gadgets and more selling 
features, then they should make it profit- 
able for the manufacturers to provide 
them. . . . If they want more field sales 
work, more effective dealer selling, 
greater sales coverage, they should make 
it profitable for the manufacturer who 
produces this result. 

“The greatest weakness of the gas in- 


dustry and the major obstacle to its prog- 
ress is the men who have allowed their 
minds to stagnate . . . to suffer from 
immobility. . . . Conversely the great- 
est strength of the gas industry, and its 
major potential for progress, is the men 
who will direct, guide and stimulate 
their minds to constructive action.” 

In closing, Mr. Harvey asked, “Can 
we, manufacturers and utilities, sales- 
men, sales managers and presidents unite 
on the programs that have been estab- 
lished in so dedicated a fashion that we 
cannot wait for daylight? 

“Can we, so united, act with courage, 
singleness of purpose, clear appraisal of 
objectives? Can we do this? Of course 
we can. The question is—will we?” 





Above, GAMA officers at board of directors 
meeting in St. Louis, last month. Left to right: 
T. T. Arden, first vice president, and execu- 
tive vice president of Grayson Controls di- 
vision, Robertshaw-Fulton Controls Co.; Lyle 
C. Harvey, treasurer, and president of Affili- 
ated Gas Equipment, Inc.; Sheldon Coleman, 
president, and, also, president of The Cole- 
man Company; James F. Donnelly, retiring- 
president and vice president of Servel, Inc.; 
H. Leigh Whitelaw, GAMA managing direc- 
tor; W. F. Rockwell, Jr., 2nd vice president, 





NEW OFFICERS INSTALLED AT GAMA MEETING 


gf. 


and president of Rockwell Manufacturing Co. 
Right, retiring-president of GAMA, James F. 
Donnelly, with Sheldon Coleman, the new 
president. 














Mrs. America Contest for 1954 Will 


is being promoted exclusively for 

the gas industry as an American 
Gas Association PAR activity with prin- 
cipal participation by gas companies 
and gas appliance manufacturers. Em- 
phatic in the plan for the contest is the 
omission of the cheesecake technique; 
personable characteristics and home- 
making accomplishments are the essen- 
tial considerations in the judging plan. 

Better Living, a publication of Mc- 
Call Corporation and distributed to 24 - 
million homes through 9,500 supermar- 
kets, will appear in mid-January with 
a featured announcement of the gas in- 
dustry contest which will close on Feb- 
ruary 27. 

Gas appliance manufacturers who 
have indicated their participation in the 
contest as sponsors with rights to all 
endorsement privileges by the winner 
are Detroit Michigan Stove Company, 
John Wood Company, Incinor division 
of Bowser Inc. and Servel, Inc. There 
will be only one sponsoring manufac- 
turer for each of the domestic appliance 
categories. 

Gas companies and appliance manu- 
facturers who intend to participate in 
the contest must signify to AGA before 
the December 1 deadline for agree- 
ments. 

Individual entry blanks for the con- 
test will be included in the February 
issue of Better Living which will appear 
in the supermarkets on January 14. 

Entrants will deposit their blanks in spe- 
cially-designated boxes in the supermarkets. 
Window and other display material will 
focus attention on the contest at the super- 
markets. The prizes in the Mrs. America 
contest, including a complete New Free- 
dom gas kitchen and laundry, will be listed 
on each of the entry blank boxes. 

As a follow-up, a second entry blank will 
appear in the March issue of Better Living, 
in the supermarkets on February 14, two 
weeks before the closing of the contest. 

At the close of the contest the supermar- 
ket operator will deliver all entry blanks to 
the gas company from which point the 
eliminations start at the local level. 


Ts Mrs. America contest for 1954 


Local eliminations 

AGA has prepared several methods for 
eliminating contestants before the final local 
contest. 
Pian A: Each entrant appears for elim- 
inations. If gas company has television 
show, 4 contestants might be chosen to ap- 
pear on each program, with weekly finals 
among winners of first 4 days. Weekly final- 
ists would compete in grand finals. The 
same plan can be followed without tele- 
vision, by having contestants appear before 
an audience. Grand local finals might be 
in local hall that accommodates a large 
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Mrs. Erna Snyder, the attractive 26-year-old 
housewife from Kutztown, Pa., holder of the 
Mrs. America title, demonstrates how she will 
help promote gas appliances. 











audience, at a local home show or other 
suitable public event. 

PLAN B: A number of alternatives are pos- 
sible. 


1. Send each entrant a letter requesting 
an essay of 500 words or less on, “I am a 
good homemaker because. . . .” Elimina- 
tions can be made from essays to select 
some semi-finalists. 

2. Semi-finalists invited to in-person 
eliminations, held once a week or once a 
month at some appropriate location. 

3. The gas company home service di- 


rector, together with one or more judges 
could visit the homes of entrants and select 
semi-finalists. 

PLAN C: A number of contestants can be 
eliminated on the basis of their entry blank 
including their answers to questions and 
submission of favorite recipe. It would be 
necessary to hold just one in-person con- 
test to select the local winner from rela- 
tively few contestants. 


Requirements for local finals 

The local judging has been planned to 
provide a uniform basis for gas companies 
throughout the 48 states and Canada. This 
takes the form of contests, 4 of which are 
mandatory; 2 are optional. 

The mandatory contests are: 

1. Submission of an essay of 500 words 
or less on the subject, “I am a good home- 
maker because. .. .” This includes cov- 
ering these subjects; “This is the way I man- 
age my housework . . . plan my cooking 

. contribute to my community.” 

2. Submission of complete menu plan 
for one day. These are to be judged on nu- 
trition, flavor, texture, color, suitability for 
family, seasonal use of food and value for 
money spent. 

3. Prepare major meal of submitted 
menu with 1% hour time-limit. 

4. Submit an article of machine sewing 
—new, made down, repaired or mended. 

The optional contests are: 





RULES OF THE CONTEST 

1. Open to married women, over 21 
years, residents of the United States, 
Hawaii, District of Columbia, or Do- 
minion of Canada—except employees of 
organizations associated with the con- 
test or members of their families. 

2. Winner will be chosen on basis of 
homemaking ability, personality, and at- 
tractiveness. Decisions of judges will be 
final. 

3. Valid entries must be made on offi- 
cial entry blank and deposited at con- 
testants’ local independent supermarkets 
or other stores which display the official 
Mrs. America poster. 

4. All entries must be deposited be- 
fore closing time, February 27, 1954. 

5. Each contestant must attach to en- 
try blank, a recent full-length photo- 
graph of herself. 

6. Contestants must give permission 
to Mrs. America, Inc.; Mass Market 
Publications, Inc.; American Gas Asso- 
ciation; Ellinor Village, Ormond Beach, 
Florida; and other sponsors, to use her 
name and picture in promoting contest 
in publicity, advertising and endorse- 
ments. 

7. Contestants must be residents of 
states in which they enter. 

8. Contestants must abide by all rules 
and regulations of contest. 








| Do you own a home 
Name of your gas company 


| Name and address of supermarket where 
| entry is made 


CONTEST ENTRY BLANK 


Husband’s Name 

His occupation 

Do you work in addition to your job as 
a homemaker? 

If yes, what is your job? ............ 

Your birthplace 

Date of birth 

Date of marriage 

In what city and state were you mar- 
ried? 

Children’s names and ages 


How long have you been 
cooking? 
(attach favorite recipe) 
How long have you been keeping 


Or live in an apartment 
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Gordon Jones, manager of sales and public 
relations, Philadelphia Gas Works division, 
meets the current Mrs. America at the John 
Wood Company reception, during the recent 
AGA Convention in St. Louis, held for the 
purpose of introducing Mrs. America to gas 
company executives who might be interested 
in participating with John Wood Company in 
the forthcoming Mrs. America Contest. 











1. Doing a family washing and ironing 
one piece from it. 

2. A surprise drawing; each contestant 
draws a slip requesting her to make a des- 
sert, salad or hot snack from supplies avail- 
able on the stage. 

It should be a definite part of the finals 
that each contestant is interviewed on stage 
so that the judges may evaluate her voice, 
poise and general appearance. 


Local judging 

There should be a minimum of 5 judges, 
including an editor of a woman’s page in 
a local newspaper, the head of the school 
home economics department, a member or 
officer of the parent-teachers’ association 
or women’s club. Others may be local per- 
sonalities. Where possible, it will be advan- 
tageous to include the operator of a super- 
market participating in the contest. 

Judges will make their decision based on 
homemaking ability of contestants, giving 
reasonable credit for personality, poise and 
personal appearance. 

Each gas company in a state will be noti- 
fied as other gas companies in that state in- 
dicate participation in a contest. Each par- 
ticipating gas company should appoint one 
person to the state committee on the Mrs. 
America contest. 

It will be the duty of this committee to 
select the time and place of the state finals 
and to decide the proportionate share of 
expenses to be paid by each participating 
company to cover the $800 state fee to 
AGA, and the cost of round-trip transpor- 
tation to Florida for Mrs. “State,” her hus- 
band and children. 

The state committee may well decide to 
hold the state contest at a home show or 
other suitable public function. The location 
may change from year-to-year so that it will 
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fall in each company’s territory at some 
time. 

In the state finals, all contests at the local 
level must be repeated. In addition, the 
state finals must include these contests: 

1. Do a family washing load, dry it and 
iron one piece of clothing. 

2. Do one piece of machine sewing on 
stage. 

State winners, their husbands and chil- 
dren will be at Ellinor Village, Ormond 
Beach, Florida, no later than April 21 when 
each family will move into a home on Mrs. 
America Drive. April 21-through-April 25, 
state winners will participate in daily con- 
tests under the supervision of national 
judges. 


Objectives and sponsors 

The effort in the new Mrs. America con- 
test is to choose a typical American home- 
maker who is personable. Contestants will 
not appear in bathing suits at the local or 
state levels. Evening gowns will be prefer- 
able for any parade, and it is requested that 
a picture of state winners in evening gowns 
be submitted promptly to Mrs. America, 
Inc., 152 West 42nd Street, New York 36, 
for syndication and national publicity pur- 
poses. 

The woman selected as Mrs. America 
will appear in person, on television, on ra- 
dio, in newsreels and publicity and adver- 
tising photographs. In addition, she will 
make a cross-country tour and a 4-weeks 
grand tour of Europe. This knowledge will 
assist judges in arriving at suitable deci- 
sions. 

AGA has complete rights to the opera- 
tion of local and state elimination contests 
through its member companies. AGA also 
has full privileges for the winner’s endorse- 
ments of all uses of gas. In addition, AGA 
has an absolute veto on the signing of any 
other national sponsors and an absolute 
veto on all national judges. Member com- 





In an action pose, Mrs. America ties an In- 
cinor unit to modern homemaking. 














CHRONOLOGY OF 

MRS. AMERICA PROMOTION 
December 1 
All participating gas companies and su- 
permarket operators must sign by this 
date. Names of supermarket operators 
and designated gas company personnel 
will be exchanged for each territory. 
January 14 
Entry blank appears in February issue 
of Better Living. 
March 27 
Local winner must be selected by this 
date to participate in state finals. 
April 3 
All state finals must be completed by 
this date and state winners selected. 
April 21-25 
National finals at Ellinor Village, Florida. 











panies are assured that the contest will be 
in the best of taste. 

Better Living has the right to the endorse- 
ment of Mrs. America and to naming its 
distributing supermarkets as the official de- 
pository for entry blanks in the contest. 

National Association of Home Builders 
has the right to the endorsement of Mrs. 
America as well as endorsements of state 
winners. NAHB intends to arrange personal 
appearances by the national winner and 
some state winners at home shows and 
model homes. 


Prizes 


Local prizes are at the option of the gas 
company conducting the local contest. 

The state winner gets an all-expense trip 
to Florida for herself, her husband and her 
children. Additional prizes at the state level 
will be at the option of the gas companies 
operating the state competition. It is sug- 
gested that some cash prize be offered to 
provide spending money for the family on 
its trip. 

The national prizes for Mrs. America 
will include: A complete New Freedom 
gas kitchen and laundry to be installed in 
her own home; a 4-week all-expense vaca- 
tion for herself, her husband and her chil- 
dren in Florida; a 4-week grand tour 
through 9 European countries for herself 
and her husband; a complete wardrobe and 
many other prizes. She will be well reim- 
bursed for all personal appearances and 
modeling assignments. The value of her 
prizes in 1954 will be in excess of $15,000. 


Local promotion opportunities 
Supermarkets offer an opportunity for 
displaying gas appliances to large numbers 
of prospects. The gas company and neigh- 
borhood gas appliance dealers can cooper- 
ate with supermarkets by installing a gas 
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appliance display in the supermarket. This 
plan can include having a home service rep- 
resentative demonstrating the appliances at 
certain hours. Some gas companies offer 
appliances to selected supermarkets at no 
cost; the supermarket awards the appliances 
to customers at the end of the display pe- 
riod. 


Unusual situations 

It is expected that there will be local sit- 
uations that do not seem to fit the pattern 
of the contest. The promotion bureau of 
AGA is prepared to try to work out plans 
that will meet both the individual situations 
and the broad character of the contest. 





GAS APPLIANCE 
INDUSTRY NEWS 





New GAMA Line-Up Takes Over 


The new officers of Gas Appliance Man- 
ufacturers Association assumed their duties 
on October 28, in St. Louis. They are: 


President—Sheldon Coleman, 
The Coleman Company, Inc. 

First vice president—T. T. Arden, execu- 
tive vice president, Grayson Controls 
division, Robertshaw-Fulton Controls 
Co. 

Second vice president—W. F. Rockwell, Jr., 
president, Rockwell Manufacturing Co. 

Treasurer—Lyle C. Harvey, president, Af- 
filiated Gas Equipment, Inc. 

The new GAMA division chairmen are: 

Domestic gas range—W. T. Trueblood, Jr., 
director of advertising and promotion, 
Magic Chef, Inc. 

Gas house heating and air conditioning 
equipment—Harold C. Day, American 
Radiator and Standard Sanitary Corp. 

Water heater—H. B. Carbon, vice presi- 
dent, Bastian-Morley Co., Inc. 

Incinerator—Robert D. Smith, secretary- 
treasurer, Incinerator Products Co. 

Valve—D. E. DuPerow, vice president, Lin- 
coln Brass Works, Inc. 

Automatic controls—Frank H. Post, sales 
manager, American Thermometer di- 
vision, Robertshaw-Fulton Controls 
Co. 

Direct heating equipment—Thomas D. 
Bromley, vice president, gas heating 
division, Peerless Manufacturing Corp. 


president, 


Relief valve—George B. Horne, president, 
Watts Regulator Co. 

Industrial equipment—F. C. Schaefer, sales 
manager, American Gas Furnace Co. 

Hotel, restaurant and commercial equip- 
ment—Wendell M. Smock, president, 
Vulcan-Hart Manufacturing Co. 

Regulator—Frank J. Kern, Jr., president, 
Maxitrol Co. 

Clothes dryers—John Christensen, man- 
ager of promotions, home appliance 
division, Hamilton Manufacturing Co. 

Meter and regulator—Gilbert T. Bowman, 
sales manager, gas products and Nord- 
strom valve divisions, Rockwell Manu- 
facturing Co. 

Gas engine compressor—A. M. Buxton, 
general sales manager, Cooper-Bes- 
semer Corp. 

Refrigerator—Louis Ruthenburg, chairman, 
Servel, Inc. 


TV Cookery Show in Eastern Cities 

Housewives in New York, Cleveland, 
Washington, D. C., and surrounding areas 
now can watch the daytime television pro- 
gram, “Creative Cookery,” the culinary 
program that has long been seen in Chi- 
cago. 

The show is now telecast to the three 
eastern cities via the N.B.C. television net- 
work, every Saturday morning, from 11:00 
a.m. to noon. It features Francois Pope, 
assisted by his sons, Frank and Robert, 
who give cooking demonstrations using a 
Roper automatic gas range. 

Recognized as a culinary authority, Mr. 
Pope is conductor of the Antoinette Pope 
School of Fancy Cookery. 


Home Economics Service Increased 


Home-economics staffs of the nation’s 
gas companies have made more than 10 
million customer contacts in the past year 
and answered better than 700,000 phone 
calls for cooking and other home-manage- 
ment advice, according to a study by 
Gas Appliance Manufacturers Association 
which also shows that the number of home 
economists employed by gas utilities has 
increased 20% in each of the past two 
years. 

The expansion of natural gas service, 
GAMA reports, has been a principal fac- 
tor in the move to gas for house-heating, 
water-heating and refrigeration as well as 
cooking. Adoption of gas appliances in mil- 
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lions of homes where, formerly, only gas 
ranges were used is ascribed also to the 
development of automatic controls for all 
gas home equipment, including dryers and 
incinerators. 

More than 2,000 trained homemakers 
now are employed by gas companies to 
make home calls and conduct auditorium 
demonstrations of the care and use of mod- 
ern gas appliances. 


Range, Water Heater Shipments Up 


Shipments of domestic gas ranges in- 
creased 5.7% during the first 9 months of 
this year over the comparable period of 
1952, according to Edward R. Martin, 
director of marketing and statistics, Gas 
Appliance Manufacturers Association. Gas 
ranges shipped during the period totaled 
1,660,100 units, while September ship- 
ments amounted to 201,400 units, 0.9% 
above the total for the same month of 
1952. 

Mr. Martin also has announced that in 
the past 16 months shipments of auto- 
matic gas water heaters have exceeded 
those of the corresponding month in the 
previous year. 

September shipments amounted to 177,- 
500 units to increase the total for the first 
9 months of 1953 to 1,649,500, a 19.6% 
rise over the same period of last year. 


American Gas Journal, November 1953 
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More than 50 users of Wiggins Gasholders can now testify to the 
remarkable savings in operating costs and maintenance expense 
which only this 100% dry seal gasholder (no water, no tar, no grease) 
gives them. Write for full information. 


PISTON RISES NEARLY TO TOP—MINIMUM OF WASTE SPACE 


CAN BE BUILT ANY SIZE 


NO CONTAMINATION OF GAS 


TOP SECTION OF 
SHELL COMPLETELY 
VENTILATED 


WIDE CLEARANCES 
SIMPLIFY OPERATION 


GAS-TIGHT FRICTIONLESS 
SEAL NOT AFFECTED 
BY WEATHER 


PISTON RESTS ON 
BOTTOM—LESS THAN 
Ys OF 1% FOR PURGING 














Visit us at the 
24th Exposition of 
Chemical Industries 

in Philadelphia, 
Nov. 30—Dec. 5, 

Booths 
No. 42 and No. 44, 
Commercial 








Museum and 
Convention Hall. 














CONVERSION 
EASY — OFTEN 
ADDS CAPACITY 


Your old gasholder 
can be quickly con- 
verted to a Wiggins 
type with all the 
Wiggins advan- 


TRANSPORTATION CORPORATION 
135 South LaSalle St. * Chicago 90, Illinois 
OFFICES IN PRINCIPAL CITIES 

Expert Dept.: 380 Madison Avenue., New York, 17, NN. Y. 
Plants: Birmingham, Ala. * East Chicago, Ind. * Sharon, Pa. 
in Canada: Toronto iron Works, Ltd., Toronto, Ontario 

















CAPACITY 
METER 


A proven 240 <.f.h. capacity gas meter 
for increased domestic gas loads, the f 
Sprague 240 has a rated capacity 37 % 
greater than our Sprague No. 1A meter f 
yet weighs the same. Case size and con- 
nections are identical to the No. 1A and 
most parts are interchangeable. Moref 
than ever before it’s true that ‘‘the best 
buy is a Sprague’”’. 


come ™ 


IN DAVENPORT, IOWA * HOUSTON, TEXAS 
LOS ANGELES AND SAN FRANCISCO, CAL. 





